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On the Cover 


Harry P. Cain, United States Senator from the State 
of Washington, will address the Thirty-fifth Annual 
Banquet of the National Consumer Finance Association 
in the Cocoanut Grove of the Ambassador Hotel on the 
evening of September 29, 1949. 

Since 1946, Senator Cain has become a potent force 
in the Senate deliberations. A vigorous Republican, he 
is recognized as an able, courageous and tireless fighter 
for Constitutional government and against Federal en- 
croachment on states’ rights and free enterprise. In mat- 
ters relating to banking and finance, Federal budget, 
housing legislation and veterans affairs his good sense, 
his sound reasoning and gifted oratory have been a bul- 
wark of strength in the protection of American business 
and a free citizenship. He helped to kill Regulation W. 

{ native of Tennessee, he went to Tacoma, Washington. 
with the family at the age of three years. At Hill Mili- 
tary Academy, Portland, he took highest honors as cadet 
captain. The University of the South, where he was 
graduated with an A.B. degree, found him a four-lette: 
man in sports, editor of the college paper and a brilliant 
student. He holds an honorary Doctor of Political 
Science degree 

For ten years he was a practical banker in the trust 
department of the Bank of California, resigning to become 
Mayor of Tacoma in 1940, and was re-elected in 1942 
His record as Mayor was outstanding in improved hous 
ing, civic cooperation with the military, clean govern- 
ment, and postwar planning for one of the fast-growing 
cities of the Northwest 

The Mayor took leave to enter the Army as a Major 
in 1943. He saw action in North Africa, Sicily. Salerno. 
Italy, England, and as a staff officer under General Eisen- 
hower’s command on the continent. He received a battle 
field promotion to full Colonel as a result of exceptional 
service during the Ardennes Campaign. He directed the 
rehabilitation of scores of wartorn cities and was awarded 
the Legion of Merit and two Bronze Stars, various cam- 
paign ribbons and the Croix de Guerre by the French 
Government. Having visited every country in Europe. 
Senator Cain came home with both a war and _ peace- 
time picture of Europe. 

Long recognized as an orator of note, he is also a civic 
leader as a Boy Scouter, a Kiwanian, a member of two 
hospital boards, a vestryman in the Episcopal Church. 
and Ad Clubber and member of a number of fraternal 
organizations. 

In the Senate he serves on the Banking and Curreney. 
the District of Columbia. Public Works. Small Business 
War Investigating and Joint Senate-House Housing In 
vestigating Committees. 

Senator Cain will bring to our convention the latest 


developments in this crucial session of the Congress. 


THIRTY-FIFTH CONVENTION 
AND 
ANNUAL MEETING 
National Consumer Finance Association 
September 28-29-30, 1949 


Ambassador Hotel, Los Angeles 


An Authority on 
Economic Trends 


Dr. Rufus B. von KleinSmid will address the open- 
ing session of the convention, Wednesday, September 28. 
on the subject, “Current Trends in Our Economy.” 

Dr. von KleinSmid is chancellor of the University of 
Southern California. Having served that institution as 
its president for 25 years and later becoming chancellor 
for life. he. himself. has become an institution in Calli- 
fornia, but his fame is world wide. To his earned degrees 
at Oberlin. Northwestern University, A.B. and A.M., and 
his Ph.D. at Andhra Research University, India, have 
been added a dozen honorary and earned Doctorates in 
the United States. Mexico. Peru. Ecuador, France, Panama 
and elsewhere. 

For his outstanding contributions to the humanities. 
he has been decorated by foreign governments in France. 
Czechoslovakia. Ecuador, Belgium, the Netherlands. 
Panama, Greece and China. He is a thirty-third degree 
Mason. In 1934 Northwestern University conferred upon 
him an award of merit as its most distinguished alumnus 
His outstanding achievements in the field of foreign trade 
and international relations brought him gold medals and 
plaques from American chambers of commerce. the Na- 
tional Institute of Social Sciences. and Royal Societies for 
advancement of science. education and letters. 

His activities have been legion and cover such broad 
fields as chambers of commerce, crime commissions, presi- 
dent of the American Association of Colleges and Univer- 
sities, agricultural associations. library commissions. 
adult education and fraternal affairs. 

No one is better qualified by experience and ability 
to discuss “Current Trends in Our Economy” in this 
vear of uncertainty. To see. to hear. to know Dr. von 
KleinSmid should be worth your trip to the convention. 
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Continued buying on credit 
boosted the total credit outstanding to 
consumers to $16,141 million at the end 
of June. This was $288 million ovet 
the end of May figure and was $1,472 
million over the amount outstanding a 
year earlier. 
autos, household appliances and other 
articles rose to $9,133 million, reaching 


Instalment purchases of 


a new high. Non-instalment type credit 
which includes charge accounts, single- 
banks and 
brokers, credit extended by repair and 
professional people. and the like. rose 
to $7,008 million at the end of the 


month 


payment loans by pawn 


Wall Street Journal 


By the beginning of 1950, the 
great and growing population of these 
United States should exceed 151,000, 
000; the total number of households 
should approximate 42,400,000; fam 
ilies should exceed 39,000,000 (not in 
9,000,000 
and spending units should 
52,000,000. 


cluding individuals not in 
families) ; 


approximate 


Printers’ Ink. 


There is an invaluable lesson 
for business management in the seem 
ingly dry compilations issued by the 
National Bureau of Economic Research. 

It is that management would do well 
to concentrate upon its own immediate 
problems, without paying too much at 
tention to trends in business generally. 
The management that turns out better 
products at lower cost, and sells them 
effectively, can usually do reasonably 
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well despite the fact that the general 
economic trend may be adverse. 

And even if a downturn in the busi- 
ness cycle becomes so severe that sales 
are hurt for a time, the setback should 
prove temporary in such cases. 


National Research Bureau, Inc. 


From time to time in the past 
there have been great awakenings, in 
this country as well as in others. in the 
fields of religion, of the arts, and of the 
Today in these United States 
we need a great awakening in educa 


scrences, 


tion, an awakening to preserve and to 
promote our American way of life—in 
politics, in society, and in our economy. 
In another type of state such an awaken 
ing can be directed by a Fuhrer, a Duce, 
In a democracy it can 
come only from the enlightened activity 


or a Commissar. 


of the people, one individual kindling 
his torch from that of another, and then 
passing the light on until there is a 
illumination over the 


general entire 


country. Is your torch lit? How much 
civie conscience have you to light others 


and to keep them burning until there is 


a great awakening that will glorify the 
entire country ? 


Dr. Thomas H. Briggs. 


*“Security’—Then .. . 

The poorest man may in his cottage 
bid defiance to all the force of the 
Crown. It may be frail; its roof may 
shake; the wind may blow through it; 
but the King of 
England cannot enter; all his forces 
cross the threshold of the 


the storms may enter, 


dare not 
ruined tenement. 


Wittiam Prrt, 1783. 


- - - and Now 


The prime minister revealed in Feb- 


ruary 1947 that seventeen Ministries 
have power to authorize inspections in- 
volving the entry into private houses 
and premises without a search warrant. 
It later was admitted that 10,916 Gov- 
officials authorized to 


carry out inspections and investigations 


ernment were 


without a search warrant. 


House or Commons. 
March 11, 1947. 


Service. 


“No major industry has the moral 
right to allow itself to be unexplained, 
misunderstood or publicly distrusted; 
for by its own unpopularity it poisons 


the pond in which we all must fish.” 


Bruce Barton, 





MEETING 


ILLINOIS 
Edgewater Beach Hotel, Chicago, 
Oh tober 25-20 
INDIANA 
Claypool Hotel, Indianapolis, No- 
vember 10-1] 
IOWA 
Hotel Russell-Lamson, Waterloo, 
May 11-12, 1950 
MASSACHUSETTS 


Hotel Sheraton. 
ber 13 


Boston. Septem- 


MICHIGAN 


Statler, 


‘ 


Hotel 


25-2 


Detroit, October 


Belvedere Hotel, Charlevoix. June 
29-30, 1950 





SCHEDULE 


NEW YORK 


Syracuse, September 14-15 


OHIO 


Hotel Carter, Cleveland, Novem- 


ber 8-10 
OREGON 


Portland, November 11 


PENNSYLVANIA 
Hotel Hershey, Hershey, Septem- 
ber 13 
Benjamin Franklin Hotel, Phila- 
delphia, November 9 
VIRGINIA 


Hotel John Marshall, Richmond, 
October 19-20-21 











Must Consumer Credit Costs Rise? 
By CLYDE WILLIAM PHELPS 


Dr. Phelps is Professor of Economics 
at the 
nia. His interest in 


University of Southern Califor 
consumer credit 
dates back many years and his research 
covers all phases of the subject. The 
Commercial & Financial Chron- 
icle, New York City, has graciously 
granted us permission to reprint this 


article 


During the marked rise in the cost of 


living since the prewar period, the 
prices of some consumers’ goods and 
services, for example, consumer loans, 


behind 


record indicates that those prices which 


have lagged However, the 
at first lag in the general upward move 
This 


is because in time they, too, are affected 


ment later on tend to catch up. 


by the increasing costs of labor, mate 


rials, and other factors; and the erst 
while lagging prices then tend to keep 
on rising even after the general move 
ment begins to slow down or level off. 
Moreover. even with a leveling off of the 
cost of living, the pressure for wage 
advances and various other benefits has 
continued in the direction of increasing 
labor costs for business enterprisers. 
How, then, is it possible to take the 
position that the cost of consumer 
credit, which has yet to rise from its 
levels, may not have to climb 


with the 


prewar 


upward toward conformity 


other consumer goods and 


is to be found 


prices of 
services? The answer 
in the possibilities of operating econo 
mies and of increasing the size of the 
loans handled. Both of these possibili 
ties have been wide open to four of the 
institutions which 


five main types of 


are engaged in supplying consumers 


with loans repayable in instalments, 


namely, all of the major institutions 
with the exception of consumer finance 
companies. These companies are next 
to the commercial banks in importance 
in consumer instalment lending: they 
do about one-half as much business of 
this kind as the banks, but their busi 
concerned with a 


ness is primarily 


different class of consumers (with re 
gard to risk, accommodations required, 
etc.) than those served by the personal 
loan departments of commercial banks. 
During the war years the consumer 
operating under 


upon the Uni 


finance 
State legislation based 
form Small Loan Law, achieved operat 


companies 


ing economies in a number of directions 
Shortage of personnel and of many sup 
plies brought about the utilization of 
short cuts and methods previously re 
impossible, 
office 


rents, increased prices for supplies, and 


garded as impractical or 


However, increased wages and 


[4] 


the general upward movement of other 
costs have tended since the end of the 
war to offset the economies achieved in 
operating procedures. In view of the 
expectation of permanently higher costs 
of labor. rents. supplies, and other ex 
penses, the efforts of the companies to 
streamline their operations and increase 
efficiency at every turn may be insuffici 
ent to prevent a rising tendency in the 
charges which must be made in order 
to cover the costs of lending to the 


class of consumers they serve. 


Importance of Loan Size 


But there is another trend developing 
which should make it possible to hold 
down operating cost ratios and. there 
This is 


increasing the 


fore, charges to consumers. 


the movement toward 
average size of the loan. Any progres 
sive retail storekeeper knows that one 
important way to reduce his ratio of 
operating costs is to increase the size of 
his average sale. The average loan of 


the consumer finance companies has 
been very low. 

This is not merely because they make 
$20 to $100 


loans of from 


important is the fact that 


so many 
Still 
the maximum loan permitted in many 
$300. That 


figure is traceable to the original ree 


more 


States is only maximum 
ommendation of the Russell Sage Foun 
which was embodied in the Uni 
A loan 


have been adequate for 


dation 
form Small Loan Law of 1916 
of $300 may 
most consumers a generation ago in 
times of low wages and low cost of 
living, but it is far below present-day 
needs. The prices of things that con 


sumers buy, as indicated by the cost 
of living index, average more than dou 
ble what they were back in 1916: and 
consumers today need to buy a larger 


variety and a greater total amount of 
goods and services to sustain modern 
standards of living. It is generally 
recognized that $500 doesn’t go as far 
today as $300 did formerly, even just 
a few years ago in the period before 
World War Il 

It should have been realized long ago. 
when social agencies, legislators, and 
lenders were searching for methods to 
reduce small loan charges, that the one 
outstanding remedy would be to in 
crease the maximum loan permitted, so 
that the making of 


in addition to the 


some large loans 


small ones would 


raise the average loan handled. It is 
obvious that when the largest loan an 
institution can make is only $300, and 
when many loans are for less than $100, 
the average loan inevitably must be ex 


tremely low—-which means that the 
rate charged will have to be high. 
Banks personal depart 
ments are aware of the problem of ris 
and of the 


increasing the size of the average loan 


with loan 


ing costs importance of 

and fortunately they are not handi 
capped by out-of-date legal limitations 
(the 
legislation of the 


to the size of loans recently 
amended banking 
various States permits consumer instal 
ment loans up to amounts ranging from 
$2.500 to $5,000 or more). It is pointed 

the official journal 
Bankers 


present the 


out in “Banking,” 
of the Association. 
that “Rising costs chief 
problem to consumer credit operations,” 
and attention is called to the fact that 


American 


securing a “larger average size of loans 


is one factor offsetting the higher costs.” 


Recent Developments 


This principle of holding down op 
erating cost ratios by increasing the 
average size of loans is also being ap- 
plied in a number of States where con 
sumer finance companies are now being 
permitted to make loans up to a maxi- 
mum of $500, and lower rates are being 
prescribed accordingly. In such States, 
the consumer finance companies make 
just as large a proportion of their total 
loans in the small sizes of $20 to $100 
as they do in the States where they still 
operate under the old $300 maximum. 
But they are able to hold down their 
operating cost ratios and their rates of 
loan is 


charge because their 


increased by the larger loans they are 


average 


permitted to make. 


States are following different pro 
cedures in providing higher limits for 
finance 
have 


based on 


made by 
Those 


legislation 


the loans consumer 


companies. States which 
recently enacted 
the Uniform Small Loan Law have set 
maximums higher than the old $300 
limit. For example, the Washington 
Act prescribed $500 and the Nebraska 
and Ohio acts, $1,000. 

In those States which adopted small 
loan legislation many years ago, a trend 
the old $300 limit 


by amending the loan maximum section 


has begun to raise 
of the law. The limit was raised t 
$500 in 1947 in Illinois and Michigan. 
in 1948 in New Jersey, and in 1949 in 
New York. 
rate permitted on the 
$300 was reduced considerably 


In each of these cases, the 
amount above 
below 
that permitted on smaller amounts 
Furthermore, in other States there are 
under which 


additional statutes now 


the consumer finance companies may 


(Continued on Page 14) 
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You all know 


me. I’m the one who never complains 


I'm a nice customer. 


no matter what kind of service I get. 

Ill go in a restaurant and I'll sit 
and sit while the waitress gossips with 
her boy friend and never bothers to 
look and see if my hamburger is ready 
to go. Sometimes a party who came in 
after I did gets my hamburger, but I 
don’t say a word in complaint when 
the girl tells me: 

“Oh, I'm sorry. Tl order another 
for you.” 

I just wait. 

If the soup is cold, or the cream for 
the coffee is sour, whatever happens, 
I try to be nice about it. 

It's the same when I go to a store 
to buy something. I don’t throw my 
I try to be thoughtful 
of the other person. 


weight around. 
If | get a snooty 
salesgirl who gets nettled because | 
want to look at several things before I 
make up my mind, I’m polite as can be. 
I don’t believe rudeness in return is 
the answer. You might say I wasn't 
raised that way. 

The other day I took a pair of hose 
back to a store. I had bought three 
pairs in the bex, but one pair had a 
run inthem. Of course, it was my fault. 
I hadn't 
examined them before I left the store 
Even though I hadn't tried on one stock 


as the girl so crossly told me. 


ing out of the box, I agreed it was my 
fault. I had been in a hurry the day 
I bought them. I didn’t make a fuss 
about it. I just decided to take the 
loss myself. 

It's seldom I take anything back to a 
store, anyway. I've found people are 
just about always disagreeable to me 
when I do. Life is short—too short 
for indulging in these unpleasant little 
scrimmages for the sake of a dollar. 

Once | took a dress back to a store 
where | bought most of my clothes. 
Sefore | had ever had a chance to wear 
it, the color had faded all out of it so 
The lady 


who owned the store was so nasty, | 


it was pink instead of blue. 


The way she put 
1 had 
hung it up in a clothes closet with plas 
tered walls, 
reaction, which caused the fading. My 


felt like apologizing. 
it. | could see it was my fault. 


which caused a chemical 


fault for hanging my clothes up! So, 
I had it dyed black, after which it was 
too small for me, but my younger sister 
appreciated it. 

Not long after this I bought a toaster 
that burned out two weeks after I had 
it. I certainly hated to take it back 
but I thought maybe they would know 
where to send it and I could pay for 


having it repaired. But I didn't even 
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A “Nice” Customer 


By RUBY GREENE 


If you ignore the unobtrusive 
people who don’t demand 
courtesy, they will walk out 
quietly and 

never come back again. 


get a chance to tell them this. They 
were so busy telling me I had burned it 
I couldn't think of any 
I smiled sweetly 


out on purpose, 
thing to do but leave. 
and said: 

“Goodbye!” 

I never kick, I never nag, I never 
criticize and | wouldn't dream of mak- 
ing a scene, as I've seen people doing 
I think that’s awful. 

No. I'm the nice customer. 

And I'll tell you what else I am. 

I'm the customer who never comes 
back 

That's my little revenge for getting 
That’s why 


in public places. 


pushed around too much. 
I take whatever you hand out, because 
It’s true 
that this way doesn’t relieve my feelings 
right off, as telling you what I think of 
you would; but in the long run, it’s a 


I know I'm not coming back. 


far more deadly revenge than blowing 
my top would be. 

In fact, a nice customer like myself, 
multiplied by others of my kind, can 
just about ruin a business. And there’s 
a lot of nice people in the world, just 


like me. 


enough, we go on down the street to 


When we get pushed far 


another store and eat hamburgers in 
places where they're smart enough to 
hire help who appreciate nice customers. 

He laughs best, they say, who laughs 
last. I laugh when I see you so fran 
tically spending your money on expen- 
sive advertising to get me back, when 
you could have had me in the first place 
for a few kind words and a smile. 

I laugh when I see 
Ghoulish of me, 


you've had to 
close your doors. 
isn't it? 

In fact, Tl bet you don’t think I'm 
For a smiling, 
timid, polite little person, I can be 
pretty devastating, can’t 1? 


quite so nice by now. 


I don’t care what business you're in. 
Maybe you live in a different town, 
maybe I’ve never heard of you, but if 
you're broke maybe 
enough people like me, who do know 


going there're 
you. 

Together, we do you out of millions 
every year, we make you fold up, and 
sometimes we're responsible for names 
in the obituary column. Some take 
that way out when they go bankrupt. 

Did I say I was “nice?” Oh, I’m sorry. 
It's all my fault. I should have told 
you in the first place I'm really not nice 
at all. 
ish, that’s me. 


Devastating, deadly and ghoul- 


The Kiwanis Magazine. 


Roster 
of 


Consumer Finance 


Companies 
in the 
United States 


The 1949-1950 edition of the Roster 
of Consumer Finance Companies will 
be ready for distribution by October 1 


and is priced at $1.25. 


Get your order in early, Put a 
copy in each of your branch offices. 
National 
Finance Association, 315 Bowen Build- 
ing, Washington 5, D. C. 


Send orders to Consumers 
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Ohio Plan of Public Relations 


By DANIEL W. DE HAYES 


The starting point of good public 
relations is personnel relations 

Management must develop this all 
important first step toward satisfied 
customer relations and public accept 
ance of an industry \ great majority 
of an industry's customers do not meet 
management face to face They do 
however, meet staff employees who are 
in a vital position to help or harm public 
relations by the manner in which they 
earry on their daily contact responsi 
bilities 


agement to develop and maintain good 


Therefore. it behooves man 
employee relations before attempting 
to institute the other phases of a pro 
gram of public relations 

improvement should 
With this 


an with 


Any plan for 
like charity, begin at home 
in mind, our Ohio program beg 
the operating personnel of me mber and 
non-member small loan companies 
throughout the state. It was reasoned 
that if the very people who work in the 
business are either ignorant of its his 
tory, purposes or functions, or are mis 
informed, no general improvement can 
be expected in public relations 

Fully aware of the growing impor 
tance of personnel relations in the 
small loan business, the Ohio Associa 
tion launched upon a broad scale pro 
gram, one phase of which was recently 
completed with the satisfaction that 
noteworthy results were achieved 

The foundation of our program 
needed to include the 
the telephone, the field representative 


receptionist at 


who makes contacts on the outside, the 
cashier who receives payments, office 
interviewers Unless these 
people talk 
a credit to the business, 


everyone 
act and live in a way to be 
the general 
public cannot be logically approached 
Once informed and inspired, the per 
sonnel would want to get the industry's 
message across to their friends, rela 
tives, neighbors, club members, in fact, 
everyone in the community with whom 
they come in contact 

Our project was arranged so as to 
include every person engaged in the 
small loan business in Ohio, since we 
believed that everyone had a stake in 
the business The state was divided 
into fourteen geographical areas, each 
with an elected public relations chair 
man These chairmen assisted in the 
planning of district meetings in their 
respective areas 

The next step was to secure fourteen 
dates for meetings that would produce 
the largest attendance. not forgetting 
the importance of comfortable facilities 


at locations within fifty miles driving 
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L. to R: D. W. De Hayes, Executive 
Secretary, Ohio Association, J. A. Kiss 
and Paul Pollock 


distance of every licensee. Accommo 
dations were selected that would handle 
our group dinners efficiently and with 
dispatch. Care was taken not to sched 
ule meetings on Mondays nor Fridays, 
and to avoid the last day of a calendar 
month All of this reduced strain on 
atte nding companies internal operations 
and helped to increase attendance at 
the meetings 

Then came the problem of convincing 
member and non-member home offices 
that this was a worth-while project 
worth paying for a dinner for the tele 
phone receptionist, worth paying for 
dinners for all of the clerks in the office 
There was the whole background of 
meetings often held by other 
The gen 


eral lackadaisical attitude toward meet 


dreary 


types of businesses to fight. 


ings and speakers of any kind put an 
almost insurmountable obstacle in’ the 
way. The program couldn't prove itself 
without a demonstration, and you 
couldn't demonstrate without an audi 
ence 

It was also determined that before the 
series of meetings were scheduled, an 
employees pamphlet should be prepared, 
setting forth the four objectives of the 
added thought that 
each employee should take home con 


project, with the 


crete and specific answers to why they 
had made a right decision in accepting 
employment in this industry. 

The Public 


the association was of the opinion that 


Relations Committee of 


if the program was to be successful, it 


must prove to associates that they were 


in a basic business; a retail business; 
a business that helps people, and a busi 
ness that is “bossed” by its customers. 
Copies of the employees pamphlet were 
distributed at each meeting. Emphasis 
was given the pamphlet in the remarks 
of the executive secretary of the asso 
ciation. He urged employees to retain 
the pamphlet as a handy reference to 
be used in discussing the business with 
outsiders. 

With this ground work completed, it 
was felt that the project would succeed 
if each meeting contained the following 
basic essentials: educational value, in 
spiration and application 

The next task was to find a speaker 
who was fluent, who could speak with 
authority. and yet be definitely outside 
the small loan field. His objective view 
point needed to carry fresh interest but 
he had to know our industry's problems. 
He had to be dynamic to assure interest: 
he had to have a sense of humor so those 
who came would not feel it was purely 
a dutiful evening; and he had to be an 
authority in business affairs to convince 
a skeptical audience. Looking for a 
man with these qualifications was no 
simple search. 

Fortunately, the Public Relations 
Committee decided upon J. Archer Kiss, 
who had addressed our association at 
its 1948 Spring Meeting in Cincinnati, 
Ohio. Mr. Kiss, sales and management 
consultant of Chicago, had developed 
an enviable reputation as a successful 
speaker in our field as a result of his 
addresses before other small loan state 
conventions. So, we engaged Mr. Kiss 
for the series. 

The speaker was supplied with a 
wealth of literature on the history and 
background of our business, and he him 
self made a thorough research. Confi 
dent that Mr. Kiss could be depended 
upen to surround the facts of our busi 
ness with interest, humor and, above all. 
to send employees home inspired, no 
tices were mailed to district chairmen 
alerting them as to their pre-meeting 
responsibilities 

Then came the job of formulating the 
The National Associa 
tion had recently released its educa 
Seventh Family.” 


It was decided that this series of meet 


actual program. 


tional film “Every 
ings would afford us an excellent oppor 
tunity te acquaint our managers and 
employees with its powerful message, 
also giving them another public rela 
tions tool with which to reach the 


public 
on Page 15 
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Convention Speakers 
and a 


Glimpse of the Pacific 


Above: Lieutenant-Governor Goodwin 
J. Knight of California who will deliver 


the address of welcome. 


Right: Paul M. Shore irector of Per- 
sonnel, Household F nee Corpora- 


tion, Chic 


Improving Interviewing is the theme 
of the Round Table designed to show 
you improvements in your contacts 
with customers, the public and job 
applicants, under » chairmanship 
of Mr. Shore. 
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T. Danielson, vice president 
utendent, Barker 
Brothers Corporation, Los Angeles. 


Mr. Danielson will address the con- 
ion at the session on Good Public 
Relations and his specific topic will be 


The Theme of Good Public Relations. 


Above: Harry W. Gibson, Director of 
Consumer Relations, Capital Finance 
Corporation, Columbus, Ohio. 


Mr. Gibson will state the theme for 
the four round table sessions under 
the subject of Practical Methods for 
Improving Your Business Operations. 


Below: The beach near Santa Monica 


from the cliff. 





WANTED: A Workable Solution! 


To the Foreign Account Problem 


This is another article by Harry W. 
Gibson and his collaborator, WiWiiam 
J. Leach, who also worked with Mr. 
Gibson on the first article on the subject 
which was published in the July issue. 
Mr. Gibson is director of consumer rela- 
tions and Mr. Leach is division manager, 
Capital Finance Corporation, Columbus. 


Responses to the July issue request 
for a solution to the foreign account 
problem brought forth many fine re- 
sponses but no one proposal embodied 
a practical solution to the many rami 
fications that exist on a_ nation-wide 
basis. 

One executive writes: 


“Within our organization the problem 
of foreign accounts is a serious one and 
involves large sums of money. Over a 
period of years we have tried different 
mechanical methods to tighten up on 
this situation, and after all the experi- 
menting with mechanical measures, we 
are confronted with what was the only 
obvious solution in the first place: a 
promotion of a sincerely interested ef 
fort in the collection of foreign accounts 
by all concerned through attentive. thor 


ough and demanding supervision. 


The president of a small interstate 
chain telephoned and as nearly as we 


can recall his words he stated 


“I am unalterably opposed to ‘pussy 
footing, ‘beating around the bush’ and 
stalling on the real issue 

“The real issue is to ramrod and 
pressure owners and management into 
an “Honest to God’ pledge of coopera 
tion and an edict to be passed down 
through channels requiring managers 
of respective organizations to work a¢ 
counts promptly, properly and _ intelli- 
Owners and management must 
through su 


gently. 
follow their edict closely 


pervision—and make it work. 


The vice president of a_ relatively 
large chain was recently approached 
with a request to follow up on a foreign 
account which some seven weeks before 
had been forwarded to him asking col- 
lection assistance and which he had 
in turn forwarded to a branch office 
for their collection effort assistance. No 
report was forthcoming and upon the 
second approach he wrote this letter 
to one ot his supervisors; (it has been 
modified to eliminate any possible iden 


tification of those concerned 


“On June 1, 1949 I forwarded you 
duplicate ledger cards on two accounts. 


namely, R. M. MedAllister and H. R. 
[8] 


Wehrey, together with a letter from Mr. 
M.C.J. manager of the Blank 
Finance Office. In the same letter | 
requested you to give Mr. Vi a 
report on these accounts by June 15. 
Today I received a letter from Mr. 
pa ae of Blank Finance stating 
that his office had heard nothing from 
you regarding these two accounts. 

“I do not know how you or anyone 
else in this organization can expect 
cooperation from other companies in 
collecting accounts when we do not give 
good service when accounts are sent to 
us. I want you and the manager of 
Blank town to get on these accounts at 
once and send a report to Blank Finance 
not later than Thursday, August 4th. 

“Please do not make it necessary for 
me to call this matter to your attention 


again.” 
Yours very truly, 


B.B.B. 


Vice President. 


The edict delivered in this letter is 
tangible evidence of the obligation that 
must be taken on by management to 
supervise and thus insure the correct 
handling of foreign accounts. 

Still another operator takes issue on 
the statement we made that the condi- 
tion is worse in the metropolitan areas 
than it is in small cities. He states: 

“There is too much of a tendency to 
pick out a ‘name’ company if the choice 
is unlimited, but exchanges can get 
equitable distribution of 
counts in metropolitan areas by allocat 
My per- 


sonal experience has been that the serv 


foreign ac- 
ing them out proportionately. 


ice is poorer where the locality has only 
one operator.” 

While company instructions to units 
may be clear as to the service to be 
rendered on foreign accounts, a letter 
from the forwarding lender to the indi- 
vidual unit might help drive the point 
There is often a lack of infor- 
So many 


home. 
mation sent with the account. 
times the forwarder merely encloses a 
duplicate account card without previous 
history. A letter should accompany 
the account giving the background of 
the borrower and all pertinent current 
information. 

Any specific abuses should be re- 
ported by the supervisor for further in- 
vestigation, and if facts warrant, a letter 
of complaint should be forwarded from 
the executive of one company to the 
servicing Company. 

One manager proposed that the Na 
tional Association inaugurate an annual 


campaign entitled “Foreign Account 


Month” much in the manner that many 


national organizations sponser cam- 
paigns on a one week or a one month 
a year basis. 

The consensus seems to be that if any 
solution exists it must embody applica- 
tion of the principles involved in the 
Golden Rule—for without a willingness 
to “Do unto others as you would have 
them do unto you,” there can be no 
common basis for cooperation. 

In conclusion the following recom- 


mendations are made: 


1. That the National Association re- 
quire by Resolution or Amendment to 
the Constitution the whole-hearted 
pledge of each member company to 
render full cooperation and assistance 
on foreign accounts entrusted to their 
care. 

2. That it become the obligation of 
each member company clearly to in- 
form its personnel of the pledge of as- 
sistance that it has made for foreign 
account assistance and require its per 
sonnel to adhere strictly to the practice 
intelligent and efficient 
working of these accounts, and to send 


of prompt, 


prompt reports to the owning company. 
3. That 
supervision of foreign account service 


management require close 
rendered and pledge appropriate dis- 
ciplinary action whenever unjustifiable 
laxness exists. 

1. That complaints of poor service be 
handled between companies on the exec 
utive or owner-management level. 

5. That the Board of Directors of the 
National Association be directed to ac 
cept the responsibility of developing 
and maintaining intermember coopera 
tion, 

The following suggestions were re- 
Ackerson, Merchants 
Acceptance Worcester, 
Massachusetts, after the above article 


ceived from EF. R. 
Corporation, 


was prepared: 


Suggested Procedure for 


Handling FA 


1. The receiving or collecting office 
should be entitled to reimbursement for 
collecting the Foreign Account. This 
should be set up in the form of a slid- 
ing collection fee on the basis of the 
condition of the account. Such a fee 
should vary from 10° for collection 
of the prompt account up to 30% for 
the collection of the delinquent account. 
\ collection fee system should be ac 
cepted by all lenders and made uniform 
throughout the country. 

2. Prompt as well as delinquent ac- 
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forwarded to the 
There 
should be positive proof of the new out 
(One of the 
contributing factors for losses incurred 
on FA’s is due to the reluctance on the 
part of lenders to ship a prompt account 
to a fellow lender for collection and 


should be 


collection 


counts 
designated office. 


of town resident address. 


only when the account becomes a col 
lection problem does the original office 
become con erned. ) 

3. All licensed lenders throughout the 
country should have available the latest 
roster of licensees whether or not the 
lenders are members of the National 
Association. 

4. After positive identification of the 
locality and address of the borrower, 
the original office should prepare the 
account as follows: 


a. Verify the willingness of the pro 
posed collection office to collect the ac 
count on a fee basis. 

b. Prepare the exact copy of the pay- 
ment card, legal papers, application 
and reference sheet and a copy of all 


correspondence received from the bor- 


State Fair Exhibition 


’ ” 

The Friendly Finance, Incorporated. 
of Paducah, Kentucky, had a booth at 
the West Kentucky Fair which was held 
in Paducah on July 12, 13, 14 and 15. 
The Association’s film, Who Gets the 
Credit, was shown day and evening dur 
period. — <. & 


Humphries, president of the company, 
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ing the entire 


rower as well as copies of letters sent 
to the borrower from the original office. 

c. Furnish the accurate description 
of the borrowers together with any in 
formation concerning the borrower's 
personal habits. 

d. When the account is received by 
the collection office, acknowledgment 
of the account should be sent imme- 
diately to the collection office indicating 
also the dates when reports or collec- 
tions will be submitted. 

e. When the prompt account is ac 
cepted by the collection office the bor 
rower should be notified by both com- 
panies to that effect. 

f. Foreign accounts should be cleared 
at once with the local exchange or other 
lenders in the new community. 


Summary: 
l. Establish a collection fee system 
for the collection of Foreign Accounts. 
2. Prepare papers and records thor- 
oughly in duplicate and furnish accu- 
rate information concerning the account. 
3. Forward prompt as well as delin- 
quent accounts. 


reports that he estimates conservatively 
that it was seen by 50,000 people. The 
screen was placed immediately inside 
the main entrance way to the fair. It 
was suspended just above the booth 
occupied by Friendly Finance, Incor- 
porated. The fair officials stated that 
the attendance during the four days was 


better than 55,000. Mr. Humphries 
says, “At various times during the show- 
ing of our film, both during the day and 
the evening, | should estimate there to 
have been standing in a group anywhere 
from fifteen to two hundred people who, 
after seeing the film, moved on through 
the exhibition halls out into the fair 
grounds. A great deal of favorable 
comment was received from the audi- 
ence.” 

Mr. Humphries also reports that he 
believes their booth was the most unique 
and attractive in the entire fair. The 
inside of the booth had a cool and invit- 
ing air and some of the company’s 
placards were used as part of the dec- 
orations as may be seen from the accom- 
panying photograph. 

In advance of the exhibit, Mr, 
Humphries ordered ten thousand of the 
Association's folder, When People Need 
Voney, and these were handed out to 
the grown-ups who came to the booth 
as well as to those just passing by. 
Twenty-five hundred balloons with the 
company’s name printed on them were 
given to the children. 

Mr. Humphries says, “Judging from 
the very favorable comments of thou- 
sands of people on our booth and on 
the showing of the picture, Who Gets 
the Credit, in our opinion our part in 
the fair was a tremendous success.” 

This is the second time that Who 
Gets the Credit has been shown as part 
of an exhibit of this kind by a member. 
The possibilities for future use seem to 
be unlimited. The 16mm prints of this 
short version are extremely limited but 
we believe that any 
planning a project with which he feels 
he can use the short film to better ad- 
vantage than the twenty-six minute ver- 
sion, Every Seventh Family, can book 
the film for the time he needs it if he 
will let the Association's headquarters 
know about it well in advance. These 
prints must be obtained from the Na- 
tional Consumer Finance Association. 
315 Bowen Building, Washington 5, 
D. ¢ 


member who is 
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A Glance at What They Are Doing 


Left to right: G. M. Williams, Gover- 
nor of Michigan, and H. E. Patrick 
in stockade 


H. E. Patrick, manager of Liberty 
Loan Corporation's office in Marquette, 
Michigan, joined enthusiastically in the 
Marque tte 


He was so busy participating. however. 


Centennial Exposition of 
that he neglected to grow a beard and 
consequently was put in the stockade 
as a feature of the good-natured cele- 
bration. He was in splendid company. 
however, for G. Mennen Williams. Gov 
ernor of Michigan. was subjected to 
identical punishment for the same of 
fense, as disclosed by the accompanying 
photograph. The celebration was a suc 
cess, with more than 25,000 visitors in 
town and over 40,000 people witnessing 
which 1,200 children. 


dressed in Centennial costumes, par- 


a parade in 


tK ipated. 


Fred B. Snite, president of Local 
Loan Company, Chicago, addressed the 
Rotary Club of Effingham, Illinois, on 
August 3. An overflowing audience 
attended this meeting which proved very 
entertaining. Mr. Snite recently showed 
his benevolence to Effingham with a 
$5,000 contribution to the St. Anthony 
Hospital building fund 


James E. Burnett, vice president 
of Security Bankers. retired from active 
service on June 30, due to declining 
health after thirty-eight vears in the 
personal finance business. Mr. Burnett 
will continue as vice president and di 
rector of the Family Finance Corpora 
tion but will have no active duties. He 
and Mrs. Burnett. the former Kather 
ine MeDaris from Atlanta, live at Kent 
more Park. Kent County, on the Eastern 
Shore of Maryland, overlooking Chesa 
peake Bay They have a delightful 
home on the Sassafras River. where 


friends find their hospitality unexcelled 


Walt S. Peterson, supervisor of 
loan operations, Securities Acceptance 
Corporation, was recently elected Chef 
De Gare (president) of Voiture #206 
10 & 8. the fun organization of Omaha 
Post #1, the American Legion—The 
World’s Largest American Legion Post 
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Homer O. Stone, Consolidated Fi- 
nance Corporation, Indianapolis, is one 
of six members appointed by Governor 
Henry F. Schricker of Indiana to a new 
commission to administer the affairs 
of the Department of Financial Institu 
tions. Mr. Stone was supervisor of the 
division of small loans and consumet 
cvedit in the Department for a period 


of 12 years. 


president, 
Pontiac, 


Norman Buckner, 
Buckner Finance Company, 
Michigan is joining with other com 
panies in Pontiac in making plans now 
to participate in the Business-Industry- 
Education Day which will be held in 


Pontiae this fall. An idea progresses. 


Hal Wagner, advertising manager 
of Local Loan Company, Chicago, back 
ing up the theory that there must never 
be a let up in our public relations 
efforts. took a day off of his vacation 
to address the Rotary Club of White 
Cloud, Michigan. Hal explained how 
our business operates to 39 local met 
chant-Rotarians in this small Michigan 
town. 


C. A. Gerhardt, President, Employees 
Credit Corp., and its executives and 
managers. 


Charles A. Gerhardt, president of 
Employees Credit Corporation and sub 
sidiaries, welcomed his managers and 
executives to the annual Executive Con 
ference of Employees Credit Corporation 
which was held this year on July 7th 
8th and 9th at Monomonock Inn, Moun 
tainhome, Pennsylvania. The _ three 
day meeting was opened by his review 
ing the progress of the corporation for 
the past year and outlining the com 
Panel dis 


cussions on methods, procedure and 


pany policy for the future. 


customer relations provided the basis 
for stimulating business meetings, vet 
allowed ample time for inter-ofhce com 
petition in golf, fishing and water sports. 

\ highlight of the conference was 
the awarding of Employees’ P&L Con 
test prizes which, this vear, consisted 
of a week's expense-free vacation at 
Split Reck Lodge in the Poconos, for 


the winning managers and their wives. 
Winners of the vacation prizes, as an- 
nounced by H. G. Simms, vice presi- 
dent, were W. J. Monson, R. T. Foster, 
J. M. Tindle, S. D. Haddock, W. C. 
Simon and C. S. Sampson. Other 
prizes were awarded to W. H. Meyer, A. 
F. Day and F. E. Friesendorf. 


William Powell, manager, Tower 
Finance Company, Owosso, has been 
elected president of the Owosso Junior 
Chamber of Commerce for the coming 


year. 


E. B. Murphy, manager. Security 
Loan Company, South Bend, Indiana. 
had a double page advertisement for 
his company in the 1949 edition of 
Hoosier Poet, yearbook of Riley High 
School in South Bend. The advertise 
ment is illustrated with eight photo 
graphs of a group of Riley students 
spending the day in the office. Mr. 
Murphy says that this “Riley High 
School Day” is arranged each year in 
his office to familiarize interested stu 
dents with the actual operation of a con 
sumer finance office. During the day the 
students observe each step in extending 
a loan, from accepting the application 
to closing and recording the transaction. 
Three of the Riley students who at- 
tended this class last year entered the 
consumer finance business as a career 
upon graduation. 


Gov. Warren 


Signs Small 
Loan Bill 


The Reagan Small Loan Bill was 
signed on July 21 by Governor Warren. 

The measure limits the interest 
brokers may charge on loans between 
$300 and $5000. 

“It is the result of years of continu 
ous effort to build and maintain effe: 
tive curbs in California against unscru 
pulous money lenders,” Governor War 
ren said. 

The bill, by Assemblyman Bruce 
Reagan, Pasadena, and Ernest Crowley, 
Fairfield, sets up a 24 per cent maxi 
mum yearly rate for loans between $300 
and $500, and a 10 per cent maximum 
rate for loans between $500 and $5000. 
rhe rate includes interest and all other 
charges. 

\ companion bill signed by the Gov 
ernor keeps present regulations in effect 
for loans more than $5000. 
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State Association Activities 





Ohio 


The 34th Annual Spring Meeting of 
the Ohio Association of Small Loan 
Companies was held at the Commodore 
Perry Hotel, Toledo, June 8 and 9, 
1949. More than 145 members and 
guests registered for all sessions, and 
ever 100 additional members were in 
attendance at one or more sessions. 

The one-day program was preceded 
by meetings of the Board of Directors 
and Executive Committee in the after 
These 
business meetings were followed by a 
fellowship party aboard the S. S. Wayne, 


noon and evening of June 8. 


a pleasure steamer exclusively char 
tered for this affair. 

Members and guests of the associa- 
tion numbering 431 accepted Master of 
Ceremonies Floyd Nietert’s invitation to 
Mr. Nie 


tert. manager, City Loan and Savings 


go “cruising down the river.” 


Company, Akron, arranged for the 34 
hour moonlight trip which included 
points of interest in Toledo harbor, 
Maumee Bay and Lake Erie. A spirit 
of gaiety prevailed, despite unusually 
cool weather for the month of June. 
The ship's dance orchestra, piano solos 
from Al Wilson, manager. Household 
Finance Corporation. Toledo, attractive 
door prizes, the antics and ribbing of 
passengers by Carl Horn, professional 
actor from Cleveland, plus refreshments 
of the 


Association, gave 


served through the courtesy 
Toledo Small Loan 
the crowd an evening long to be re 
membered in association affairs. 

At 9:30 a. m. 
President Gilbert Bilenkin opened the 


Thursday morning. 
first general session of the Spring 
Meeting. An address of welcome by 
Michael Disalle. Mayor, City of Toledo. 
Mayor 


Disalle praised the industry's member 


set the tempo for the day. 


ship for assumption of civic responsi 
bilities in communities of the state 
wherein our member companies operate. 

The balance of the first general ses- 
sion was devoted to a membership 
meeting 

Reports were received from Lloyd J. 
Laut, secretary-treasurer: Charles Cook. 
vice president; Gilbert Bilenkin, presi 
dent: L. J. Ingram, chairman of the 
Executive Committee; Ralph Mong, 
chairman of the Public Relations Com 
mittee: and Daniel W. De Hayes, exec- 
utive secretary 

In his presidential report. Mr. Bilen- 
kin expressed appreciation to Fred G. 
Schoonover, « hairman of the ¢ onvention 
Committee, and to the members of his 
committee, for an excellent) program 
The president also cited the work of 
Ralph Mong and his Public Relations 
Committee for the profitable series of 
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14 meetings held over the state for oper- 
ating personnel. Other committee chair 
men were thanked for the work of their 
various committees in promoting the 
activities of the association. 

Mr. Bilenkin announced that 18 new 
memberships have been received since 
the first of the year. With this growth 
n membership, the president stated, 
we now have the effective machinery 
for cooperative action on any industry 
problem. 

In conclusion, Mr. Bilenkin reminded 
the membership in attendance that the 
Ohio Association is their organization 
it needs every member's active partici 
pation to the fullest possible extent if 
it is to fulfill its purposes effectively. 

The membership unanimously adopted 
several amendments to the association's 
Constitution and By-Laws. as recom 
mended by the Board of Directors. 

Vice President Charles Cook presided 
over the second morning session. Mr. 
Cook introduced Clayton Traeger. edi 
tor of the Consumer Credit Letter, Chi 
cago, Illinois, who spoke on “Consumer 
Credit Trends.” 

The highlight of the luncheon pro- 
gram was the address of Ernest Cornell. 
Chief, Ohio Division of Securities, 
Columbus. Fred G. Schoonover, Lima. 
presided over the luncheon session and 
Reverend Harold L. Davis, Pastor, Ply- 
mouth Congregational Church, Toledo, 
delivered the invocation. Two hundred 
and twelve members and guests heard 


Mr. Cornell pledge continued coopera- 
tion of the Division of Securities with 
the Ohio Association. 

The afternoon session was devoted 
to a series of addresses on operating 
problems and legislative trends. Mem- 
bers heard from A. W. Geissinger, gen- 
eral counsel of the Ohio Association. 
Columbus; Paul Selby. executive vice 
president, National Consumer Finance 
Association, Washington, D. C.; Dr. 
Miller Upton, assistant professor of 
finance. Northwestern University, Evans- 
ton, Illinois; and E. Y. Flanigan. man- 
aging director, Station WSPD-TV, and 
immediate past president of the Ohio 
Association of Broadcasters, Toledo. 

Mr. Geissinger reviewed laws enacted 
by the present General Assembly which 
affect, directly or indirectly, the small 
loan industry. Paul Selby discussed 
the future of Regulation W and the 
public relations activities of the Na- 
tional Association. Dr. I pton presented 
a scholarly paper on the topic “Size of 
a Loan Office as a Competitive Factor.” 
“Television's Future” was the interest 
ing and entertaining subject presented 
by Mr. Flanigan. 

The Spring Meeting was brought to 
a successful close with a reception for 
the officers and Board of Directors at 
6 p. m., and a banquet at 7 p. m. 

President Bilenkin served as toast- 
master for the banquet. The invocation 
was given by Rabbi Morton Goldberg, 
Congregation B’Nai Israel, Toledo. 
Grove Patterson, editor-in-chief of the 
Toledo Blade, made the address of the 


evening. His subject “Past Presidents 





10 


INTEREST 


Per Annum 
Is the Cost of 
Borrowing Money 


From Resolute 


Loan Companies / 


Take advantage now of this unusual opportunity to 
secure additional working capital for your business. 
Any amount from $10,000 to $500,000 at interest as 


low as 2% per annum. 


No collateral. 


No red tape. 


Write today for full details. 


RESOLUTE INSURANCE COMPANY 
CHAPEL STREET © HARTFORD 3, CONN. 





I Have Known or Studied,” was adapted 
from material collected by the speaker 
from a lifelong hobby of collecting 
historical facts on our Presidents. 


Michigan 


The 4th Annual Summer Convention 
of the Michigan Consumer Finance 
Association was held in Charlevoix on 
June 30 and July 1, 1949. 

A reception in honor of Commissioner 
Maurice C. Eveland officially opened 
the convention at 5:30 on June 30. 
Immediately following. those in attend 
ance enjoyed an excellent dinner and 
then listened appreciately to a few re- 
marks made by the honored guest, 
Commissioner Eveland. 

Prior to introducing the commis- 
sioner, presiding officer, Earl Ganschow, 
MCFA president, introduced as guests 
Mayor and Mrs. R. S. Hamilton, Charle 
voix; Mayor and Mrs. John Perry, 
Petoskey; Dr. Roy E. Todd and Miss 
Helen Bradley, president and secretary 
respectively of the Petoskey Chamber 
of Commerce; Mr. and Mrs. Bernard 
Youngblood, Wayne County register of 
deeds; Ivan Hamilton, small loan ex 
aminer; Mr. and Mrs. Coleman, secre- 
tary, Charlevoix Board of Commerce: 
and Mr. and Mrs, Glen C. 
president, First State Bank of Petoskey 

The highlight of this opening session 


Townsend, 


which properly laid the groundwork for 
the balance of the program yet to come 
was the address by Mr. Merrill Graham 
which followed immediately and which 
was entitled “Now Is no Time to do 
Nothing.” Mr. Graham's recounting of 
the blessings which we in Michigan 
enjoy but take so much for granted was 
equally as entertaining as it was in 
spirational. 

President Ganschow opened the busi 
ness session Friday morning with an 
address that was both timely and ger 


mane to the situation in which present 


day business finds itself. The member- 
ship adopted unanimously a proposed 
resolution commending Mr. Buckner 
and his committee for their outstanding 
contribution to the success of the asso- 
ciation’s program. 

The balance of the morning session 
was devoted to a most constructive dis- 
cussion of two important subjects. In- 
troduced by E. E. McDonald, associa 
tion vice president, Harry Yudin, con 
sulting psychologist of Grand Rapids 
and Carl Wiese. employment supervisor, 
Household Finance Corporation, spoke 
to the subject of “Personnel and Oper- 
ating Efficiency.” They were followed by 
Thomas Bailey, Lansing attorney at law 
who spoke on “Government and You.” 
The convention business sessions 
reached a climax with the noon lunch- 
eon address by Charles B. Roth. public 
relations consultant of Denver, Colo- 
rado. Mr. Roth, in his address “Public 
Relations in a Falling Market” showed 
a keen perception of our business as 
well as our public relations problems. 

With the conclusion of the beneficial 
business sessions, the membership was 
ready to play and this they did. Twenty- 
four members participated in the annual 
golf tournament while their wives and 
the majority of the others enjoyed a 
beautiful and pleasant boat trip on 
Lake Charlevoix which was provided 
by Mr. Coleman and the Charlevoix 
Board of Commerce. 

With the weather man behaving his 
best a thoroughly enjoyable buffet din 
ner at the beach was enjoyed by one 
and all that evening and this was fol 
lowed by a dancing party at the Casino. 
The dancing was interrupted long 
enough for James Copeland, chairman 
of the golf committee, to announce and 
present the winners of the tournament 
with their prizes. To Robert Taggard 
of Jackson went the honor of being the 
first member to win the association's 
Golf Trophy—the “Past President's 
with a low gross of 43. Other 


Harley 


( up” 


winners and their prizes were 
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Reynolds of Ann Arbor, reversible golf 
jacket; William Mast, Wayne. caddy 
cart; E. E. McDonald of Grand Rapids, 
G. Chapple, 
Muskegon, set of wood covers; Robert 
Hutton of East Detroit, Myron Schroe 
der of Detroit and Gordon Crawford of 


set of wood covers; E. 


Grand Rapids all won three golf balls 
apiece while to C. E. Henry of Green- 
ville went the honor of having the 
largest gross score—to him went a wool 


lined shoulder pad for his golf bag. 


Wisconsin 


The summer meeting of the Wiscon 
sin Association of Small Loan Com- 
panies was held at the Ozaukee Country 
Club on June 28. A short morning 
business meeting was concluded with a 
brief talk by Supervisor John Doyle of 
the State Banking Department in which 
he thanked the members for their co- 
operation and urged everyone to do a 
first class job in consumer credit edu 
cation. 

Miller Redfield of Household Finance 
Corporation also spoke and gave a very 
interesting talk entitled “The California 
Story.” 

The afternoon was devoted to golf, 
horse shoes, and dart ball. The pro- 
gram was concluded with a very fine 
dinner in the evening. Prizes were 
awarded to both golfers and non-golfers. 
Everyone in attendance enjoyed them 
selves and agreed it was a very fine 


meeting. 


100th Anniversary 
Statement 
By MERVIN B. FRANCE 


President, The Society for Savings in 


Cleveland 


Our nation has its firm foundation 
in the thrift of its people. Yesterday's 
thrift is today’s better living. The 
prudence of today will generate the 
progress of tomorrow. 

America has become great because it 
ventured. But venture alone is not 
enough. America has prospered be 
cause its free people, through genera- 
tions, have set aside savings from their 
earnings for cumulative gain, and pyra 
mided fruits of their toil te build to 
greater heights. Without capital, ven 
ture can be labor without purpose. 

Thrift spells security and dignity. It 
gives peace of mind. It allows for 
planning. And it will afford opportu 
nities to participate profitably during 
the exciting days ahead—in ventures 
conceived in the freedom which is our 


heritage. 
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Personalities 


Robert J. Newman, vice presi- 
dent of Household Finance Corpora 
tion, was born in Chicago and received 
his education in the public schools and 
at Northwestern University where he 
was graduated in 1927 from the School 
He entered the selling 
and advertising field in Chicago after 


of Engineering. 


finishing at the University. 

In 1930 he joined Household as 
assistant advertising manager, becom 
ing advertising manager in 1935. From 
that time until 1945 he directed all 
advertising activities of the Company. 
He was appointed assistant to the presi 
dent in April 1945 and elected a vice 
president in June 1948. He is also 
vice chairman of the Board of the 
Peoples Industrial Bank, New York 
City. a subsidiary of Household. In 
1945 when the Savings Retirement Plan 
for employees of Household became 
effective, he became one of the original 
trustees which position he still holds. 

Bob Newman lives with his wife, thir 
teen year old son and nine year old 
daughter in Glencoe, Illinois, a suburb 
of Chicago. His interests outside of 
business hours are his family. golf, trout 
fishing. hiking, camping. and skating. 
He is also active in the affairs of Boy 
Scout Troop 23 in Glencoe. 


Ralph Waldo Emerson once wrote 
that “an institution is the lengthened 
shadow of one man.” Today, with our 
numerous large-scale enterprises. per 
haps it is more accurate to paraphrase 
this epigram to read: “A business is the 
lengthened shadows of the men who 
operate it.”—J. L. Aten, Central Dis- 
trict Manufacturing Magazine 
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iWENTY Years Ago in the News 


Industrial Lenders News, September 1929 


National Officers, 1928-1929: President, G. J. Badger; 
Vice President, Albert P. Snite; Treasurer, 
T. J. Harrison; Secretary, G. W. Kehr 


WHAT YOUR ASSOCIATION MEANS 


Trade association membership no longer is to be regarded merely as 
an affiliation which entails a periodical donation for some vague and 
mysterious purpose w hose effects it is impossible to trace. 

There is nothing indefinite today about the mission of the trade asso- 
ciation. It has a very clearly defined objective. Its influence is 
admitted and its existence has the approval of the Federal government. 

It is just as much a necessary protection as is your fire insurance. 
In fact it is greater, more far-reaching, and infinitely more closely allied 
with your everyday welfare. 

Manifestly, to insure maximum efficiency in association effort, the 
members should be unanimous in their membership and united in their 
support. Half-way methods and interest will not suffice. 

No trade association member can hope to benefit to the limit from 
his affiliation if he is content simply to pay his dues and regard it in 
the light of a donation to the “good of the order.” He cannot assume 
a “Let George do it” attitude and be worth his salt either to the associa- 
tion or the business. He must be a willing and active worker in their 
behalf. 


RSH TO OY 


The Fifteenth Annual A. I. L. A. Convention will be held in Phila- 
delphia, September 18, 19 and 20, 1929. 

The men who are scheduled to speak to you at the various meetings 
are men who have no applesauce to sell. They’ve been selected on the 
basis of their knowledge of the various subjects. For instance, just look 
these over: 

Hon. Harry A. Mackay, Mayor of Philadelphia; Hon. James J. Davis, 
Secretary of Labor of U. S.; Hon. Louis T. McFadden, Chairman, Com- 
mittee on Banking and Currency, U. S. House of Representatives; Dr. 
Hugh P. Baker, Manager, Trade Association Department, U. $. Chamber 
of Commerce; W. Frank Persons, Acting Vice President, A. I. L. A.; 
Burr Blackburn, Director of the Study of the Social Effect of the Wis- 
consin Small Loan Law; W. Sam Burnley, Deputy Banking Commis- 
sioner of Virginia; Leon Henderson, Director of the Department of 
Remedial Loans of the Russell Sage Foundation; Dr. Franklin W. Ryan, 


Vice President, National Cash Credit Corporation and author of “Usury 


” 


and Usury Laws. 


ON a 


Bennett Baldy of the Baldy Finance Company, Everett, Washington, 
and his friend, R. E. Vester, Vice President of the Western Bond and 
Mortgage Company, Portland, Oregon, have already made reservations 
The Asso- 
ciation should certainly appreciate the interest of these gentlemen 


at the Bellevue-Stratford for the 15th Annual Convention. 


because it is no short trip from the States of Washington and Oregon 
to the City of Philadelphia. 





Community Relations 


Kentucky has for sometime felt the 
need of a hospital especially equipped 
for the curative treatment of psychi- 
atric patients. The Sisters of Charity of 
Nazareth attempted this colossal under 
taking and an appeal for funds was 
made to build the hospital now under 
erection which will bear the name of 
Our Lady of Peace Hospital. 

The total cost is $2,200,000, the 
United States Government made a grant 
of $682,734 and the state of Kentucky 
granted approximately $135.000. How 
ever, the grant from the Federal gov 
ernment was made contingent on the 
fact that we could raise locally two 
dollars for every one dollar of the gov 
ernment grant; consequently, it was 
necessary that $1,000,000 be raised 
locally. 

\ number of committees were formed 
which consisted of public spirited citi 
zens who went to work eagerly to ac 
complish that objective I was ap 
pointed a member of the Major Gift 
Committee—a committee composed of 
one hundred forty men to solicit busi 
ness and industry in the state of Ken 
tucky As president of the Kentucky 
Association of Personal Finance Com 
panies, | was commissioned with the 
responsibility of soliciting our industry 
and I am happy to report that the con 
sumer fhnance companies in the state 
of Kentucky 


this worthy cause totaling $5,290. This 


made contributions to 
splendid support by the consumer fi 
nance industry is most commendable 
The authorities in charge of Our Lady 
of Peace Hospital Building Fund are 
deeply grateful for the whole-hearted 
cooperation received from all con 


tributors. 


Harry E. Crauter, President, 
Kentucky 


Pe rsonal f nance ( ompamnte s 


Book Review 


An advanced textbook entitled Reta 
Credit Management, by Clyde William 
Phelps, Professor of Economics at the 


{ssociation of 


University of Southern California, was 
published in July 1949 

The task of retail credit management 
is viewed by the book as, first. to organ 
ize and administer credit department 
work, and then to cooperate with other 
consumer credit granters. Accordingly 
ten chapters are devoted to the organ 
izing and administering of work in a 
retail credit department, treating at 
length the subjects of credit personne! 
credit department organization, credit 
department administration, layout and 
equipment, credit policy, collection pol 
icy, credit department statistics and 


research, expense ratios, and control 
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ratios. The remaining four chapters 
of the book study the problems of co- 
operating with other consumer credit 
granters through the use of credit bu- 
reaus and by means of retail credit 
associations. 

Topics which heretofore have not 
been covered in a work of this kind are 
Credit Department Statistics and Re- 
search, and three chapters are devoted 
to these subjects. Topics which are 
covered far more fully than heretofore 
in a work of this kind are: Credit De 
partment Personnel, Organization, and 
Administration; Credit Department Lay 
out and Equipment; Credit and Colle: 
tion Policy; Credit Bureaus; and Retail 
Credit Associations. 

This new credit management textbook 
runs 477 pages, including 36 pages of 
illustrations, charts and diagrams, and 
is available at $5.00 per copy from the 
National Retail Credit Association, 
Shell Building, St. Louis 3, Missouri, 
or from MeGraw-Hill Book Co., 330 
W. 42nd St., New York 18. N. . 2 


Half our trouble comes of wanting 
to have our own way, and the other half 


is due to failure to face the facts. 
MW eslevan Christian Advocate 


LOWEST PRICE 





INTEREST TABLES 


for Small Loan Companies 





$] 3:50 each 


(Some rates above 33 0- $18 SO eac h) 
Stand with built-in Time Finder $11 


need to buy a new stand if your rate changes) 


* 
Accurate to the penny— Quick and 
simple in operation—Easy for new 
employeesto use—Sturdy, durable, 


Hundreds of satisfied users, in- 
cluding Household Finance, Public 
Loan,Commonwealth Loan, Liberty 
Loan, and other chain and inde- 
pendent companies. 

1 DAYS FREE TRIAL 
ORDER ONE TODAY! 


JOHN DICKINSON SCHNEIDER 
833 North Orleans Street - Chicago 10, Illinois 


NOTE BMP No dealers—no salesmen-we 
sell by mail only to keep our prices down. 





Must Consumer Credit Costs 
Rise? 


(Continued from Page 4) 


qualify so as to make loans of more 
than $300. Under these statutes, con- 
sumer finance companies are now mak- 
ing loans above $300 in Colorado, Indi 
ana, Louisiana, Maryland, Massachu 
setts, New Hampshire, Oregon, Penn- 
sylvania, Rhode Island. Utah and Wis 
consin, 

As a result of these trends in State 
legislation many consumer finance com 
panies are now making large as well 
as small loans to consumers, and to 
reflect this change the companies a few 
years ago changed the name of their 
national association to the National Con 
sumer Finance Association——the com 
panies are coming to be referred to as 
consumer finance companies rather than 
just small loan companies. These lend 
ing institutions supplement, rather than 
compete with, the consumer loan serv- 
ices offered by banks. As a leading 
national publication in the banking and 
investment field points out: 

‘A great many of the people served 
by these consumer finance companies 
are in reality not adapted to bank serv 
ice. They are people who will never 
become economically grown-up who will 
always need to be held in somebody's 
leading strings, so far as money man 
agement and personal budgets are con 
cerned, and who, in these days. may 
just as well place those leading strings 
in the hands of the consumer finance 
company men as in the hands of any 
body else. They need somebody who 
will hold them decently but firmly t 
the promises of repayment which they 
have made. They need somebody whose 
charges are large enough to justify this 
constant watch and, if need be. this 


constant dunning for payments.” 


Conclusion 


In short, some consumers who need 
more than $300 can be served by the 
banks, and some cannot. There is, con 
sequently, a need for consumer loan 
service above $300 beth by the banks 
and by the consumer finance companies. 
Furthermore, low rates to the very small 
borrowers (from $20 to $100 or $150) 
who rely upon consumer finance com 
panies, and are served only to a negli 
banks, 


increasing the maximum loan limits of 


gible extent by depend upon 
the consumer finance companies so that 
the companies can make some of the 
larger consumer loans, thereby increas 
ing their average loan balances and 


reducing their costs of operations. 
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Ohio Plan of Public 


Relations 


(Continued from Page 6) 


The agenda of each program was 
streamlined as follows: 

The meeting opened with an appe- 
tizing dinner at 6:30 p. m. This was 
followed by announcements and intro- 
ductions of distinguished guests by the 
district chairman of the area in which 
the meeting was being held. The dis- 
introduced the 
executive secretary of the association 


trict chairman then 


who, in turn, presented the film “Every 
Seventh Family” and introduced the 
speaker. 

After coordinating the speaker's open 
dates, the available space at hotels and 
meeting halls and continuing day to day 
responsibilities, a schedule of fourteen 
meetings was established. Each meeting 
was spaced well apart, never more than 
three in one week—yet organized to 
reduce traveling time and expenses of 
the speaker and the executive secretary, 
who traveled together throughout the 
tour. 

The pilot meeting was held in Jack 
son, Ohio, in the southeastern district 
of the state, one of the smaller poten- 
tial areas. Our work was considered 
exploratory and it was watched by the 
top executives of the industry with in 
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After each meeting a conference 
was held and ways and means of im- 
proving the next program were dis- 
Quickly the word went back 
to the home office headquarters of both 
participating and non-participating 


terest. 


cussed. 


companies that the meetings were well 
worth while. 

Managers were permitted to send 
more and more of their personnel. 
After the first three meetings, the great 
value of this type of program was 
Reports came in that: “The 
entire personnel of our office has been 
given a shot in the arm,” “They came 
back to work with renewed life.” “We 
made tests in ‘phoning our office and 


proven. 


hardly knew it was the same girl,” “This 
should be given all over the country.” 
From this point on, every meeting was 
packed beyond our expectations. A 
considerable number of managers and 
supervisors came to two meetings, and 
many an office brought every person on 
the payroll. 

The proof of the value of anything is 
the opinion of the man who pays the 
bills. Here are a few comments from 
random letters received in our office in 
Columbus, as to the value of this 
project: 


“I have talked with our employees 
since the meetings and all expressed 
their appreciation of your theme and 
the lessons they learned from it; an 
actual incident in my contact with one 
of our offices clearly revealed the im- 
proved attitude of personnel.” 


s/ J. W. 


City Loan and Savings Company 


Schoonover, Field Executive 


Lima, Ohio 


“The entire group thoroughly enjoyed 
Mr. Kiss’ talk, and it is my personal 
feeling that all gained a lot from his 
thoughts.” 

s R. H. Davis, President 

American Loan & Finance Company 
Hamilton, Ohio 


“[ have heard many fine compliments 
on the regional public relations pro- 
grams for the Ohio Association of Small 
Loan Companies. It seems to me that 
you attracted exceptionally good at 
tendance. Our personnel appreciated 
the opportunity of hearing such a 
widely known authority in the field of 
human relations as well as a leading 
sales and management consultant. You 
succeeded in generating much enthusi 
asm among the operating personnel by 
pointing out the real value of their 
services in the local communities.” 


s’ Harold L. 


Public Relations Department 


Haugan 


Household Finance Corporation 
Chicago, Illinois 

“I have had nothing but the best of 

reports on results obtained at each of 

the fourteen meetings held here in Ohio. 


What you give them comes to them as 
facts and surprising facts that sink 
home and, apparently, they are staying 
with our personnel.” 
s/ Ralph B. Mong 

Liaison Representative 

BMC Corporation 

Newark, New Jersey 


“We have had many enthusiastic re- 
ports from managers and members of 
their service staffs and others who were 
in attendance commending Mr. Kiss on 
his excellent presentation of the human 
side of the consumer finance business, 
not only from the public relations stand- 
point but from the customer relations 
viewpoint.” 

s L. J. Ingram. President 
Capital Finance Corporation 
Columbus, Ohio 


Having put a project of this size into 
operation, it was realized that good 
publicity would offer extra benefits. 
Fortunately, our speaker was news 
worthy. However, it was no easy matter 
to secure space in the public press just 
for the asking. Every newspaper in 
each area had to be contacted, even 
these in communities removed but from 
which personnel were coming to a meet 
ing. Every string was pulled. Endless 
numbers of calls by telephone and in 
person were made. The entire pub 
licity project was organized as carefully 
as was the major program. A carefully 
thought out news slant was introduced 
into all of our releases. This made 
them acceptable to the press. As a 
result of this effort, approximately three 
hundred inches of space was received 
in newspapers, space you could not buy 
at any price, with each release bring 
ing out our story. 

Since Mr. Kiss was an outsider, his 
words were accepted as opinions ot a 
business consultant, yet releases were 
kept free of too much propaganda so 
that they would be used in full. Stories 
appeared on news pages, in financial 
columns, and on club pages. Wherever 
they appeared, they always put over the 
same idea to the public that we were 
giving to our personnel. 

The possibilities of radio were not 
neglected. It is difficult to secure free 
radio time on short notice, since units 
of fifteen minutes are not only costly 
but are, in many cases, scheduled for 
months in advance. Here again our 
speaker's background as an author was 
used to secure a spirit of public interest 
in our script. The program on the air 
was an interview type, in which certain 
pertinent questions were asked of the 
speaker about the small loan business 
It must be remembered that this type 
of public service program must carry 
much material outside the small loan 
field to be acceptable to radio stations 
Some sta 
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as a public service feature. 





tions gave us five minutes, others ten, 
but the majority a full fifteen minute 
program. Some interviewed Mr. Kiss 
m current affairs but mentioned his 
purpose for being in town. Others per- 
mitted a detailed interview on the small 
loan business. In several cases, the in 
terview drifted from human relations 
human relations in 
program 


in our business 
life in general, tnus giving the 
a popular appeal. 

Securing this time called for the 
greatest strategy in selling the station 
manager and the program director on 
our unselfish purpose. As a result of 
these efforts, the series closed with a 
total of seventy-five minutes on the air 
under the stations’ own sponsorship 
with a “sustaining” air about the pro 
gram which you cannot buy. 

rhe cost of this public relations pro- 
gram was borne jointly by the Ohio 
Association and participating compa- 
nies through the sale of dinner tickets. 
Over nineteen hundred employees were 
n attendance at the fourteenth meet- 
ings. This is an average of better than 
three persons per office throughout the 
state. 

Following the 
series, an evaluation questionnaire was 


last meeting of the 


mailed to every licensee in the state, 
Pacifie’s New 


a ra 


Pacific Finance Corporation has just 
opened a new $150,000 branch building, 
adding the seventy-fifth unit in its eight 
state system of offices, President Max 
well C. King announced. 

rhe new office, handling consumer 
loans, will occupy quarters in the new 
building at 1333 West Olympic Blvd.. 
which will provide modern, enlarged 
facilities for the company’s downtown 
branch operations. 

Construction of the new building. Mr. 
King said, is in line with the company’s 
policy of strengthening branch office 
operations, and providing the best mod 
ern facilities for the convenience of cus 
tomers and employees. Nine new branch 
offices were established in 1948. The 
company does business in California, 
Washington, Oregon, Idaho, Utah, Ari- 
zona, Oklahoma and elsewhere. 
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asking the manager to comment on the 
program as a whole, on the speaker. 
the educational film, and on our em 
ployees pamphlet. Managers were told 
to express themselves freely and care 
was taken to provide them with a form 
which they did not need to sign, nor 
identify themselves in any way. With 
this opportunity for a confidential “post 
mortem,” it was found that managers 
freely responded to our survey. Over 
thirty per cent of the managers returned 
the questionnaire within three days 
after receiving it. One hundred per 
cent of those replying answered “yes” 
to the question, “Do you believe that 
the meeting was well planned for build 
ing good will with employees?” The 
same percentage responded in the af- 
firmative to the question “Do you con- 
sider the time and cost per person at- 
tending this program worth while?” 
As a result of our survey, our indus 
try’s leadership knows that better per 
sonnel relations has resulted for par 
ticipating companies and this, in turn, 
has assured the industry of a firm 
foundation for future constructive pub- 
lic relations programs for customers, 
stockholders and the 


large. 


community at 


Branch Office 


The new Los Angeles building, for 
which ground was broken last Septem- 
ber, was designed by Architect Milton 
L. Anderson as the most modern finance 
quarters in the West. With 18,000 
square feet of working space, the in- 
terior embodies such advanced features 
as recessed lighting, soundproofed ceil- 
ings. and a centrally-located telephone 
switchboard on a raised dais, giving op- 
erators an unobstructed view of the 
offices. 

Mr. King announced the 
executives will be in charge of opera 
tions in the branch building: 

Wat W. 
finance branch; 
ager consumer loan office; 


following 


Brown, manager of the sales 
Charles H. Hall, man- 
Earl Haverly, 
supervisor of business and equipment 
loans; A. H. Hotchkin, manager of the 
rediscount office; and Robert E. Moore, 
staff adjuster. 


Half the world’s troubles. 
business and personal, result from mis 
understanding. Taking the time to sit 


down and talk it over has saved na 


political. 


tions the security of their peoples. em 
ployers the confidence of their workers, 
and men the loyalty of their friends. 
Lamp. 


Public Relations 


. Of course it goes without saying that 
any industry will not have good publi: 
relations unless it is working in the 
public interest. The old saying that 
actions speak louder than words is a 
fundamental principle in public rela 
tions. At the same time, actions are 
not a substitute for words—public rela 
tions involves both. 

The point I am trying to make is that 
mere boasting is not enough—it may be 
worse than nothing at all. At the same 
time, an industry should not hide its 
light under a bushel. Rather, in my 
opinion, it should first position itself on 
a sound social and ethical basis, and 
then use every possible avenue of ap 
proach to create a sympathetic public 
understanding toward the industry. 
When people understand your business. 
what you are doing and what you are 
trying to do, they feel a lot more kindly 
toward you. It is the lack of knowledge 
that breeds suspicion and distrust. 

For a number of years, business gen 
erally has been suspect. It is a problem 
which has been created by a complex 
industrial system—in which the contact 
with the consumer is only the last step 
in a long chain of processes and serv- 
ices. Very often the consumer does not 
understand the system because no one 
takes the trouble to keep him informed. 
Techniques of communication have not 
kept pace with technological progress. 
if business as we know it 

and I think we will all 
agree that it has proved itself in pro 
viding this country with a standard of 
living which cannot be equalled in any 
it must pay closer atten 


However. 


is to survive 


other country 
tion to its public relations. 

Trade associations can do and have 
done an extremely effective job in pub 
lic relations. They are in a good posi- 
tion to create public understanding of 
business and industry generally and at 
the same time to advance the position 
of the particular industries which they 
represent. 


1.7.4.E. News. 
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Round Table No. 3—Theatre 


Chairman: A. LeRoy Nelson, Vice Pres- 


ident, Budget Finance Plan, Inc. 
Burtpinc New Business 

DESIGNED TO SHOW METHODS OF 

BuILpING Business VOLUME 


(a) New Business FROM ADVERTIS- 
ING SOURCES 


Hal Wagner, Advertising Man- 


ager, Local Loan Company 
(b) New Business Turoucu Ovrt- 
SIDE CONTACTS 
W. P. Rucklos. Rucklos and Com- 


pany. Pasadena 


(ec) New Bustness Turovucn Rec- 


OM MENDS 
H. G. Simms. Vice President. 


Employ ees Credit Corporation 


Round Table No. 4—Moderne Room 
Chairman: Leo M. Gardner. Chairman, 
Law Committee, National Consumer 
Finance Association 
LEGAL PRoBLEMS 
DesicgNep To Errect a BetTer Un- 
DERSTANDING OF THE Laws RELATING 
ro Your Business 
(a) Waces anp Hours 
Joseph E. Newton. Attorney. 
Local Loan Company 
(b) Anti-Trust Cases 
William B. Paul. Jr.. Vice Presi- 
dent-Secretary. Security Bank- 
ers Management Corporation 
ALLOCATION OF NET INCOME FOR 
STATE Tax PURPOSES 
John E. Peterson, Secretary. State 
Finance Company 
OPERATING INSTRUCTIONS RE 
BANKRUPTCY 
Bryan Purteet. Public Loan Com- 
pany 
Report ON Proposep Form oF 
LIEN TO SUPERSEDE CHATTEL 
MoRTGAGES 


Address: THe THEME oF Goop PuBLic 
RELATIONS 

A. T. Danielson. Vice President and Gen- 

eral Superintendent, Barker Brothers 


Corporation 
Address: THE Neep For Goop PuBLi 
RELATIONS 
Elliott Taylor, Manager. Public Rela- 
tions Division, Pacific Finance Corp. 
Address: Pustic RELATIONS METHODS 
Robert B. Wolcott, Jr.. Director of Pub- 
lic Relations, California Loan and 
Finance Association 
Review of State Association Public Rela- 


tions Programs 


ANNUAL GOLF TOURNAMENT 
Golf for men—California Country Club 
Women and non-golfers—Sightseeing tour 
of Los Angeles and Hollywood 
ANNUAL BANQUET 
Cocoanut Grove 


Invocation 
Dr. Louis H. Evans. Minister, Holly- 
wood First Presbyterian Church 
Dinner 
Golf Awards 
Address: WHereE Are We Heapep? 
The Honorable Harry P. Cain, United 
States Senator from the State of 
Washington 


Entertainment—Floor Show 


Dancing 
(Dress Informal) 


FRIDAY, SEPTEMBER 30 


FOURTH GENERAL SESSION 
Ambassador Theatre 


Max P. Shelton. President. Presiding 


Annual Meeting of the Association 
Call to Order 
Minutes of the Last Meeting 
Reports of Officers 
Reports of Committees 


(f) PAanet OvESTIONS Unfinished Business 
“ New Business 
»:00 to 


7:00 P.M. Reception and Cocktail Party 
Courtesty of West Coast State Associations 


Nominations and Elections 


12:00 Noon—Meeting of new Board of Directors 


Meeting of new Executive Committee 


12:30 P. M.—INAUGURAL LUNCHEON 
Embassy Room 
Max P. Shelton. Presiding 
Lun heon 
Installation of Officers 
Response by new President 
Address 
Leo Carrillo, “California’s Ambassador 
Theme: Goop PusBii RELATIONS of Good Will” 


Evening open. 


THURSDAY, SEPTEMBER 29 


9:30 A. M.—THIRD GENERAL SESSION 
Ambassador Theatre 


I. L. Brisbin. Vice President. Presiding 





PROGRAM 


Thirty-fifth Convention and Annual Meeting 


National Consumer Finance Association 


WEDNESDAY, SEPTEMBER 28 


9:45 A.M. 


12:30 P.M. 


FIRST GENERAL SESSION 
Ambassador Theatre 

Max P. Shelton, President. Presiding 

Motion Picture: Who Gets the Credit 

Call to Order 


Address of Wek ome 


Lieutenant-Governor Goodwin J. Knight 


Greetings 
M. L. Goeglein, President. California 
Loan and Finance Association 


Response 
I. L. Brisbin, Vice President, National 
Consumer Finance Association 
Keynote Address: Our Procress, Props- 
LEMS AND PROSPECTS 
Richard E. Meier, President. Interstate 
Finance Corporation 
Address: CURRENT TRENDS IN OUR 
ECONOMY 
Dr. Rufus B. von KleinSmid, Chancel- 


lor, University of Southern California 


Announcements 


LUNCHEON MEETING 
Embassy Room 
Invo« ation 
The Very Reverend Monsignor Ray- 
mond J. O'Flaherty, Executive Direc- 
tor, Catholic Welfare Bureau 
Address: THE IMpoRTANCE OF You TO 
Your INDUSTRY 


Ed J. Davenport, Councilman, Twelfth 
District. City of Los Angeles 


SECOND GENERAL SESSION 
Ambassador Theatre 
Round Table Discussions 
General Theme: Practical METHODS FOR 
ImprRoOvING Your Business OPpeERa- 
TIONS 
Statement of Theme 
Harry W. Gibson, Director of Consumer 
Relations, Capital Finance Corpora- 


tion 


2:40 P. M.—Assembly for statement of theme and meet- 


ing room assignments 
Round Table No. 1—Colonial Room 


Chairman: Lawrence M. Curtiss, Vice 
President. American Investment Com- 
pany of Illinois 

CHECKING YouR Own OPERATIONS 
DESIGNED TO REVEAL THE STRENGTH 
AND WEAKNESS OF YOUR Own OPERA- 
TIONS 
(a) TELEPHONE CHECKING AND 

SHOPPER SERVICE 
Perle C. James, Assistant to the 
President, Capital Finance Cor- 
poration 
(b) INTERNAL CONTROLS 
E. A. Smith, Treasurer. Pacific 
Finance Corporation 
(c) ExcHANGE BuREAUs 
(1) THe Limirep EXCHANGE 
Theodore N. Burke. Vice 
President. Interstate Loan 
Company 
(2) Tue Unuiirep EXCHANGE 
Russell C. Mansfield, Vice 
President. Security Bank- 
ers Management Corpora- 
tion 


Round Table No. 2 Gold Room 
Chairman: Paul M. Shore. Director of 
Personnel. Household Finance Cor- 
poration 
IMPROVING INTERVIEWING 
DESIGNED TO SHOw You IMPROVE- 
MENTS IN YouR ContTAcTs witH Cus- 
rOMERS, THE PuBLic AND Jos APPLI- 
CANTS 
(a) INTERVIEWS WITH Loan AppPLt- 
CANTS 
W. H. Dyas. Manager. Public 
Loan Corporation, San Diego 
(tb) Pusiic RELATIONS INTERVIEWS 
M. FE. Lerch. Regional Director 
of Public Relations. Household 
Finance Corporation, Phila- 
delphia 
(c) INTERVIEWS witH Jos AppPLI- 
CANTS 
C. C. Lincoln. Vice President. 
Security First National Bank. 
Los Angeles 
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